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Abstract 
In this research, we survey education customers which include "primary customers" who receive the services directly, "secondary 
customers" who directly influence the education for specific individuals and institutions, like families and employers, and 
"tertiary customer" who has a minor but very important role in education, like employers, government employees, and society as 
a whole. As we see later , a clear service definition, conveyed by the institution to the customer, is as important as perfect 
relationships with the customers which causes the best advertising  done  by learners for the institution. 
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1. Introduction 
      First of all, the paper provides some different definition of customer. Then it illustrates that some experts prefer 
to call education customer as the terms: "clientele" or "learner" or "instructor" or "student" or even "trustee". 
 
1-1. Customer definitions  
 
      Griffin (1996) defines customer as someone who pays to receive some kind of products or services [5,6]. 
Stanton et al. (1994) believe that customer is the individual or organization who decides to purchase, while 
consumer is the individual or organization who utilize the product. As with education, the customer is the student 
who communicates with the service provider to receive products and services [1,7]. Hill (1995) points out that 
student, as the initial education service receiver, must focus on expectations. However, Waugh (2002) suggests that 
taking the student as a customer would bring about problems for school, and makes it a business [2,3,8]. 
     Researchers consider the scientific board of the universities as executive consumers. The level up to which the 
university personnel count students as customers in Australia has been measured by Piteman (2000). Although the 
initial education consumers are students, there are other theories which introduce industries, parents, government or 
even society as education consumers [12]. 
 
 
1-2.Using the term "customer" or the  other  terms 
      How the "customer" thinks is very important in educational researches. Many believe that the word "customer" 
has a commercial connotation and is not appropriate for education. They prefer the term "clientele". 
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Education could be regarded as service provision. The service includes teaching, estimation and guidance for the 
students and their families. Customers (service consumers) consist of different groups which should be divided 
[4,9]. Lithe services are beyond the needs and wants of customers, it's vitally important to determine the group to 
which the service is provided [13]. 
       The term clientele is more suitable regarding a specific service provision. "Trustee" is another term used in 
educational literature. Others reject all these terms and prefer the word student. If a thought is to be accepted, its 
language is important. Here, we used "customer" and "instructor" or "learner" and didn't mention other terms. Some 
would differentiate between "clientele", who is the first educational service utilizer, and "customer" who pays for 
the services, and might be assigned to families, personnel, employers, etc [14,16]. 
 
1-3.All kinds of customers 
     In this research, the term "customer" is assigned to the relationships and differences between "primary 
customers" who receive the services directly, "secondary customers" who directly influence the education for 
specific individuals and institutions, like families and employers, and "tertiary customer" who has a minor but very 
important role in education, like employers, government employees, and society as a whole [15]. This distinction 
differs from the norms in schools and universities. Revision of educational regulations in 1998 in Britain has made 
the families the primary customers of the educational process. This has aroused problems for the institutions. 
 
2. Importance of service definition 
     Customer variety makes the institutions focus on their needs and create mechanisms to meet them. A clear 
service definition, conveyed by the institution to the customer, is very important, as with perfect relationships with 
the customers. The best marketing is the advertising the learners do and their success is the institution success 
[4,10,11]. 
 
Education (added value to learners) = Service 
Learner = Primary external customer or clientele 
Families/employers/employees = Secondary external customer 
Workplace/government/society = Tertiary external customer 
Teachers/sponsorship personnel = Internal customer 
Figure 1-2: Education Customers 
3. Conclusion 
We found out education could be regarded as service provision includes teaching, estimation and guidance for the 
students, so that a clear and obvious service definition would be vital for the institution which provides services to 
the customers. It also causes the best advertising done by learners. 
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